University of Montana

ScholarWorks at University of Montana
Syllabi

Course Syllabi

9-2002

MKTG 460.01: High Technology Marketing
Jakki J. Mohr
University of Montana - Missoula, jakki.mohr@business.umt.edu

Let us know how access to this document benefits you.
Follow this and additional works at: https://scholarworks.umt.edu/syllabi
Recommended Citation
Mohr, Jakki J., "MKTG 460.01: High Technology Marketing" (2002). Syllabi. 3261.
https://scholarworks.umt.edu/syllabi/3261

This Syllabus is brought to you for free and open access by the Course Syllabi at ScholarWorks at University of Montana. It has been accepted for
inclusion in Syllabi by an authorized administrator of ScholarWorks at University of Montana. For more information, please contact
scholarworks@mso.umt.edu.

Page 1 o f 2

Syllabus for High-Technology Marketing

School of B usiness A dm inistration
B U S IN E SS
HOME

STUOENT
RESOURCES

ACADEMIC
PROGRAMS

GRADUATE
PROGRAMS

FACULTY
& STAFF

B U SIN E SS
RESOURCES

AFFILIATED
CENTERS

ALUMNI

Home: Faculty & Staff: Mohr: M ktg460: S yllab us

Fall 2002

Download complete copy of syllabus in Word
In stru ctor: P ro fesso r Jakki Mohr
O ffice Hours:
Monday 11-12:30; Wednesday 2:10-3:30 or by appointment.
C lass M eeting Time: Tuesday & Thursday

2:10-3:30

M eeting Place: GBB 119
R equired R eading:
Mohr, Jakki (2001), Marketing o f High-Technology Products and
Innovations, Prentice-Hall. More info on book.
R equired R eading P ack et and N otes: Available at th e UC.
C ourse D escription:
Marketing of high-technology products occurs in turbulent
environments, and requires rapid decision making with
incomplete information. Innovations are introduced at frequent
intervals, research-and- development spending is vital, and
there are high mortality rates for both products and businesses.
This class will explore concepts and practices related to
marketing in this unique, fast-paced environment, including the
following:
•

th e defining characteristics of high-technology
industries

•

different types and patterns of innovation, and their
marketing implications

•

th e need for (and difficulties in) adopting a customer-
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orientation
•

tools used to gather marketing research/intelligence in
technology-driven industries

•

use of strategic alliances and partnerships in marketing
technology

•

adaptations to th e "4 p's" of marketing in a high-tech
context

•

regulatory and ethical considerations in technological
arenas.

Rather than focusing on a specific high-technology industry, the
class is designed to explore a range and diversity of industries
and contexts, including the Internet.
C ourse Goals: Students will develop knowledge of the
complexities in developing high-tech marketing strategies, as
well as tools and concepts th a t can be used to m anage those
complexities. Students will leave the course with skills needed
to develop and implement effective high-tech marketing
strategies.
C lass Project:
S tudents will work with a local technology company on a
marketing problem. Additional detail in class packet.
Grading:
Industry/Case
Presentation
Class Participation
Proiect
2 Exams
Current Events
TOTAL
C o n ta c t U s

S earch

17%

100 points

17%
26%
34%
6%
100%

100
150
200
35
585 points
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